











硕  士  学  位  论  文    
L 公司销售大区绩效管理研究 
The Research of Performance Management 




指导教师姓名：程文文   副教授 
专  业  名  称：工商管理  (MBA) 
论文提交时间：2014 年   04   月 
论文答辩日期：2014 年   05   月 
学位授予日期：2014 年        月 
答辩委员会主席               
评    阅    人               
  2014 年 4 月
学校编码：10384 
学    号：17920091150652 
分类号      密级       






































































































另外，该学位论文为（                            ）课题
（组）的研究成果，获得（               ）课题（组）经费或













































（     ）1.经厦门大学保密委员会审查核定的保密学位论文，
于   年  月  日解密，解密后适用上述授权。 






                             声明人（签名）： 
             



















































































Company L is in material Handling equipment industry and the competency in 
this industry is fierce. As the lifeline of the company, sales region takes charge of 
sales and after sales. Whether the sales region can achieve its target under the 
guidance of company strategic goals is closely linked with whether the performance 
management system is effective. 
Through analyses on problems in the existing system, this paper provides some 
proposal to adjust and optimize the performance management system in company L, 
with the eventual goals of stimulating employees proactiveness and then achieving 
organization target through improving individual performance under the premise of 
guaranteed internal fairness. 
This paper is organized into five sections: 
Firstly, the preface gives a brief introduction on the purpose, significance and 
background, etc., of conducting research of this paper. 
Secondly the process of performance appraisal is outlined based on the 
fundamental theories of performance management. A theoretic conclusion is provided 
on major performance management systems such as target management, balanced 
scorecard, key performance indicators, and 360 degree performance appraisal. 
Thirdly the current status of performance management for positions within sales 
region of Company L is presented. By focusing on sales representative and after-sales 
service engineer. The paper analyzes the advantages and weaknesses of current 
performance management system, and digs into the root-causes of existing problems. 
Following are suggestions, with reference to performance management theories, 
to attack problems within the performance management system used by sales region 
of Company L. These suggestions include re-design, improvement, and further studies 
on appraisal target set-up, execution, evaluation, feedback, and the use of appraisal 
results. 
The last section is summary and conclusion. 
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年中国物料搬运设备制造行业规模(年收入 2000 万元)以上企业 1580 家，从业人
员超过 40 万人。③ 
二、L 公司的现状 
L 公司在中国建立生产基地和销售网络已有 20 年，见证着物料搬运设备市
场的逐渐扩大，同时也见证着越来越多的竞争者进入这个持续发展的市场中。
2006 年，L 公司被德国 K 集团收购，新的管理层接手后的第一项工作便是确立
了 L 公司愿景和制订了 L 公司的第一个 5 年战略计划。2011 年，继第一个五年
战略计划（2006-2010）圆满完成，L 公司提出了清晰的第二个五年战略发展计
                                            
①
资料来源：中国叉车信息网  http://www.forktruck.cn/Industry_News/2014/0306/article_19125.html 
② 资料来源：中国叉车信息网，http://www.forktruck.cn/Industry_News/2014/0313/article_19215.html 
③

















划(2011-2015)，并于 2014 年着手准备 2020 计划。以 L 公司某销售大区为例，
在第二个 5 年计划中，发货量目标从 2010 年底的 1100 台增长到 2015 年 2500
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